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Abstract 
Scarce	resources	are	a	serious	nonprofit	problem.		This	longitudinal	research	investigates	one	
known	cause	of	resource	scarcity:	a	lack	of	fundraising	knowledge	on	the	part	of	nonprofit	
leaders.		The	study	began	in	March	2014	with	CEOs	of	12	nonprofit	organisations	(NPOs)	being	
taken	on	an	overseas	fundraising	study	tour.		The	two	year	research	asks	whether	a	change	in	
the	CEO's	fundraising	knowledge	can	improve	fundraising	activity	and	outcomes	for	their	
organisation	and	if	so	what	makes	a	study	tour	a	useful	means	to	upskill	CEOs?		
While	this	is	an	interim	report	that	cannot	detail	final	fundraising	progress,	it	does	identify	key	
areas	of	interest	for	nonprofit	CEOs	in	fundraising,	and	some	barriers	and	enablers	to	
implementing	change	in	fundraising	approach.		Five	main	success	factors	for	such	CEO	group	
learning	initiatives	about	fundraising	emerging	are:	
 Moving	away	from	the	day	to	day	business	of	running	the	organisation	
 Informal,	social	time	to	debrief	and	get	to	know	and	trust	others	
 Diversity	of	organisations	whereby	no	one	was	in	direct	competition		
 Commitment,	openness	and	willingness	of	individuals	to	participate	
 Group	facilitation	
A	critical	finding	is	that	a	community	of	practice	for	CEOs	is	an	important	ongoing	tool	for	
improving	fundraising	and	other	NPO	outcomes.	
This	research	has	been	supported	by	the	Perpetual	Foundation	–	Trustees	Endowment,	The	
Edward	Corbould	Charitable	Trust,	and	the	Samuel	and	Eileen	Gluyas	Charitable	Trust	under	the	
management	of	Perpetual	Trustee	Company	Ltd.	
The	Australian	Centre	for	Philanthropy	and	Nonprofit	Studies	(ACPNS)	is	a	specialist	research	and	teaching	unit	
within	the	Queensland	University	of	Technology	Business	School	in	Brisbane,	Australia.		It	seeks	to	promote	the	
understanding	of	philanthropy	and	nonprofit	issues	by	drawing	upon	academics	from	many	disciplines	and	working	
closely	with	nonprofit	practitioners,	intermediaries	and	government	departments.	The	mission	of	the	Centre	is	“to	
bring	to	the	community	the	benefits	of	teaching,	research,	technology	and	service	relevant	to	the	philanthropic	and	
nonprofit	communities”,	with	a	theme	of	“For	the	common	good”.		A	list	of	the	Centre’s	publications	is	available	from	
http://www.bus.qut.edu.au/research/cpns/	and	digital	downloads	are	available	via	QUT	ePrints	at	
http://eprints.qut.edu.au/	
	
Please	do	not	cite	this	paper	without	the	prior	permission	of	the	first	author.		This	is	a	work	in	progress	
document	and	feedback	is	welcomed.	
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Inspiring nonprofit CEOs to improve fundraising outcomes:  
a pilot study 
	
Nonprofit	organisations	(NPOs)	typically	have	to	do	too	much	with	too	little	and	all	sorts	of	
consequences	result.		Staff	and	volunteers	burn	out	and	turn	over,	mission	impacts	don’t	cover	
all	the	real	needs,	funders	become	frustrated	and	sometimes	organisations	and	their	community	
good	just	disappear.		Resource	scarcity	is	a	ubiquitous	nonprofit	sector	problem.		It	is	serious,	
complex	and	crosses	nonprofit	borders.		In	short,	it	is	a	widespread	issue	for	the	community	
that	warrants	research,	indeed	a	research	agenda.	
	
Our	still	in	play	two‐year	study	aims	to	impact	this	problem	by	targeting	one	known	cause	of	
scarce	resources:	a	lack	of	fundraising	knowledge	on	the	part	of	NPO	leaders.		A	clear	link	
between	NPO	leadership	and	fundraising	outcomes	was	established	by	Bell	and	Cornelius	
(2013)	in	the	US	and	in	simultaneous	work	undertaken	in	Australia	by	our	Centre	(Scaife,	
Williamson	and	McDonald	2013).		This	research	is	the	logical	next	step	from	these	findings:	a	
rigorous	pilot	study	into	lifting	nonprofit	CEO	grasp	and	mastery	of	fundraising.		The	goal	is	
understanding	how	nonprofit	CEOs	can	help	their	organisations	mobilise	more	resources	to	
undertake	their	mission.	
	
As	well	as	building	on	scant	existing	research	this	study	charts	new	ground	in	two	other	ways.	It	
involved	taking	a	dozen	nonprofit	CEOs	on	a	brief	but	intensive	overseas	study	tour.		This	
participant	observation	method	enabled	direct,	real	time	insights	into	the	CEOs’	journey	of	
understanding	about	fundraising.		Including	a	philanthropic	foundation	executive	funding	the	
study	tour	as	a	further	participant	observer	also	opened	an	innovative	learning	path.		Such	
concentrated	access	to	the	perspective	of	a	seasoned	grantmaker	is	a	rare	opportunity	for	NPOs	
and	accelerated	their	knowledge	gain.		For	the	researcher	on	the	study	tour	it	exposed	the	
counterpoint	of	attitudes	between	grantseeker	and	grantmaker.	
	
Beyond	the	study	tour	some	individual	and	limited	group	followup	research	was	slated	to	
capture	change	over	the	ensuing	two	years	once	the	CEOs	returned	to	their	organisations.		This	
study	will	end	in	March	2016	but	a	range	of	findings	have	already	emerged	that	extend	what	we	
know	about:	
 the	role	CEO	knowledge	of	fundraising	plays	in	fundraising	outcomes,	and	
 in	what	ways	a	study	tour	may	be	useful	in	upskilling	nonprofit	CEOs.		
	
In	these	ways,	the	study	seeks	to	add	to	the	body	of	knowledge	and	to	inform	practice,	policy	
and	capacity	building	priorities	for	funders	in	this	area.	
 
What do we know already?  
This	paper	extends	the	nonprofit	capacity	building/fundraising	effectiveness	knowledge	
platform.		
Several	themes	emerge	from	the	capacity	building	literature.		Firstly,	documenting	the	primacy	
of	financial	capacity	building	as	a	sector	need	began	more	than	a	decade	ago	in	work	ranging	
from	the	Canadian	Center	for	Philanthropy’s	comprehensive	2003	work	examining	the	
challenges	facing	the	nonprofit	sector	as	well	as	Salamon	and	O’Sullivan’s	Listening	Post	Project	
(2003	and	2004).			
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Later	work	such	as	Chikoto	and	Neely	(2013)	refines	how	financial	capacity	might	best	be	
generated.	The	literature	also	highlights	that	capacities	are	interdependent	and	change	
therefore	needs	to	be	systemic	(Potter	and	Brough	2004).		This	facet	adds	weight	to	our	study’s	
look	at	the	CEO	role,	rather	than	trying	to	build	capacity	at	the	fundraiser	level	alone	as	more	
traditionally	occurs.		The	literature	also	provides	good	evidence	of	how	the	effectiveness	of	
capacity	building	efforts	can	be	assessed	(Backer	2001;	Light	and	Hubbard	2001).		Writers	have	
also	explored	the	philosophy	behind	capacity	building,	including	Harrow’s	2001	distinction	
between	the	‘deficit’	and	‘empowerment’	models.		The	research	in	our	study	seeks	to	empower	
individual	CEOs	to	find	the	areas	they	most	need	and	build	a	tailored	knowledge	base	rather	
than	imposing	an	idea	of	specific	deficits	in	which	they	must	receive	training.	
The	current	study	has	also	been	shaped	by	two	works	under	the	fundraising	effectiveness	
banner.		Bell	and	Cornelius’	(2013)	damning	study	of	the	challenges	facing	nonprofit	fundraising	
tells	a	story	of	high	dissatisfaction	and	fundraiser	turnover	due	to	low	leadership	level	
understanding	and	resourcing	of	US	fundraising	organisations.		Simultaneous	research	pieces	in	
Australia	(Scaife,	Williamson	and	McDonald	2013,	and	Scott	2014)	delineated	the	CEO	as	key	to	
fundraising	success.			Scaife	et	al’s	study,	which	continued	onto	the	new	research	project	
described	work	in	this	paper,	spotlighted	the	role	of	nonprofit	CEOs	as	the	champions	of	
fundraising	particularly	within	organisations	but	also	with	the	wider	world.		It	found	that	a	
fundraising‐savvy	CEO	paved	the	way	for	an	organisation	that	understood	the	long‐term	nature	
of	fundraising	success,	the	imperative	to	invest,	the	importance	of	fundraising	team	retention,	
the	board’s	strategic	role	in	fundraising,	and	other	such	factors	in	successful	outcomes.		
However,	fundraising‐savvy	CEOs	were	far	from	universal	in	this	study.			
Added	to	this	is	the	ongoing	US	Boardsource	Governance	Index	where	fundraising	ranks	
consistently	most	in	need	of	improvement	amongst	the	responsibilities	of	CEOs	and	board	
members.			South	African	research	(Kilbey	2014)	reports	a	high	prevalence	of	its	NPOs	paying	
insufficient	attention	to	the	management	aspects	of	fundraising.		A	range	of	small	studies	
particularly	in	higher	education	similarly	point	to	the	primacy	of	leadership	in	fundraising	
outcomes.		Nehls	(2012)	considers	this	topic	within	the	frame	of	capital	campaign	leadership	
change	at	10	colleges	and	universities	finding	a	lack	of	fundraising	training	for	provosts.		She	
concludes	that	successful	leadership	is	a	critical	element	of	the	modern	fundraising	program	
(90).		Using	the	educational	research	method	of	Portraiture	Davis	(2013)	derives	a	similar	
conclusion	in	a	dissertation	looking	at	a	CEO’s	fundraising	contribution	at	a	university.		She	
finds	leading	by	example,	passion,	mentorship,	vision	and	modesty	as	essential	qualities	in	the	
fundraising	organisation	CEO.		In	like	vein,	Hodson	(2010)	describes	the	fundraising	part	of	
academic	leaders’	roles	as	ill	defined	and	understood	and	an	expectation	that	they	often	
delegate	rather	than	leading	in	a	vibrant	culture	of	philanthropy.			
The	practitioner	literature	is	vocal	too	about	the	role	of	leadership	in	fundraising.		For	example	
Williams	(2012:	20)	asserts,	‘there	is	one	fundamental	truth:	Fundraising	starts	and	ends	with	
leadership.		In	the	absence	of	executive	director	leadership,	fundraising	will	fail.’	
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The method and data  
A	mixed	method	approach	has	been	adopted	to	allow	for	a	range	of	data	sources	at	different	
stages	of	this	project.		The	research	used	a	primarily	qualitative	research	design	with	
participant	observation,	interviews,	focus	groups	and	participant	reflections	forming	the	bulk	of	
the	data.		The	researchers	remained	at	arms	length	from	the	choice	of	research	participants.		A	
sampling	frame	to	locate	twelve	nonprofit	CEOs	was	provided	to	the	foundation	funding	this	
research:	CEOs	of	organisations	with	some	full‐time	fundraising	focus,	from	different	sizes,	
fundraising	experience	levels,	cause	areas	and	parts	of	Australia,	both	male	and	female,	with	
board	support	to	undertake	the	study	and	the	potential	to	grow	their	organisational	capacity	
through	this	experience.		The	resulting	dozen	CEOs	were	enabled	through	foundation	funding	to	
attend	a	large	US	fundraising	conference	and	undertake	NPO	site	visits.		Participant	and	
organisation	demographics	are	captured	in	Appendix	1.	
Three	main	data	collection	phases	occurred:	
 Pre‐tour	(interviews,	survey,	diagnostic	fundraising	tool)	
 During	tour	(focus	group	at	beginning,	daily	diary	entries	during	tour,	daily	debrief)	
 Post‐tour	(focus	groups,	personality	survey,	open	survey,	reflection	weekend)	
Pre‐tour	interviews,	a	survey	and	a	diagnostic	tool	of	fundraising	capacity	were	used	to	begin	
data	assembly.		The	funder	representative	as	an	experienced	grantmaker	was	invited	to	join	the	
tour	as	a	participant	observer	on	a	prescribed	basis.		This	role	involved	joining	in	all	activities	
and	making	a	verbal	contribution	on	an	invited	basis	whether	by	the	facilitator	or	by	one	of	the	
CEOs	seeking	the	funder	view	on	a	topic	of	discussion.			
During	the	tour	phase,	daily	post‐conference	focus	groups	and	individual	journal	reflections	
occurred.		Post‐tour,	the	group	has	formed	into	a	clear	COP.		Contrary	to	the	initial	methodology	
and	by	strong	group	preference,	six‐weekly	focus	groups	and	a	range	of	other	surveys	to	
investigate	particular	themes	have	occurred,	resulting	in	a	mass	of	data	that	has	been	analysed	
using	qualitative	and	quantitative	approaches	as	needed.	
 
Pre Study Tour Goals and Expectations 
	
Fundraising Change Goals 
Participating	organisations	identified	a	number	of	fundraising	change	goals	particularly	around:	
 overall	strategy,		
 donor	relationships	and		
 specific	fundraising	mechanisms.		
In	strategy,	the	most	common	issues	were	diversification,	building	a	case	for	support,	internal	
cohesion	to	support	fundraisers,	alignment	of	fundraising	with	programmatic	activities,	setting	
specific	targets	and	public	education.			In	donor	relationships,	goals	were	around	deepening	
relationships	as	well	as	changing	the	nature	of	relationships,	for	example	converting	regular	
donors	to	major	gift	donors.		In	specific	fundraising	mechanisms,	bequests	and	major	gifts	were	
a	priority	for	many	organisations	followed	by	corporate	sponsorships,	events	and	membership.	
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Expectations 
When	asked	to	identify	their	key,	hoped‐for	study	tour	take	away,	participants	were	seeking:	
 Innovative	fundraising	methodologies	
 Benchmarks	for	best	practice	in	fundraising	
 Knowledge	on	corporate	sponsorships	/	corporate	social	responsibility	
 Social	media	technology	and	policies	
 Fundraising	basics	
 CRM	software	
 Sector‐specific	information	
 Change	management	tools	
 How	to	turn	members	into	donors	
 How	to	engage	the	whole	organisation,	including	the	board	in	fundraising	
 
Anticipated benefits 
	
Anticipated	benefits	from	undertaking	a	study	tour	included:	
 Gaining	 new	 perspectives	 and	 ideas	 from	 the	 American	 context	 and	 international	
thought	leaders	
Well	 the	 first	 thing	 actually	will	 be	 the	 conference	 itself.	 	 I’ve	 never	 been	 to	 a	 fundraising	
conference	of	this	size…		Looking	at	some	of	the	speakers,	that’s	going	to	be	great.			
 Peer	 interaction,	 ongoing	 networking,	 reflection	 and	 bouncing	 off	 ideas	 as	 part	 of	 a	
group	
…the	opportunity	to	meet	with	another	10	or	11	not‐for‐profit	CEOs	would	be	great.		
…		I	have	no	interaction	with	my	peers	at	all.	
I	 think	 the	 peer	 networking	with	 the	 others	who	 are	 going	 ‐	 understanding	 their	
activities,	their	work,	their	learnings	from	the	day.		As	we	all	are	exposed	to	new	ideas	
through	the	AFP	‐	being	able	to	talk	about	what	that	might	mean	for	us.		Sharing	that	
learning	rather	than	being	internal	learning.	
 Content	knowledge	from	the	conference	itself	
So	 the	 purpose	 for	 me	 is	 to	 get	 a	 rich	 understanding	 of	 the	 stepping	 stones	 that	 an	
organisation	can	take	in	this.		Where	I	see	us	as	embryonic	putting	our	hand	out	with	donation	
boxes	and	give	now	programs,	 to	actually	developing	a	 true	policy	 that	 takes	us	 through	a	
process	to	develop	into	an	organisation	that	is	one	that	is	sought	after.		So	I	want	to	know	how	
to	lead	that…	
 Time	away	to	reflect	and	gain	a	renewed	energy	
It’s	time	out	of	this	frenetic	rat	race	to	look	down	on	the	business	as	a	whole.			
 Affirmation,	assurance	and	validation	
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I	 think	 that	 it	will	be	great	 to	 learn	 from	others	what	 they’re	doing	and	 to	get	a	sense	 from	
what	they’re	doing	where	we	sit	in	that,	and	to	share	learning.	
 Developing	practical	ways	to	implement	ideas	and	strategies	
It’s	going	 to	educate	me,	more	 immediately,	and	arm	me,	 I	hope,	with	current	 thinking	and	
practices,	and	enable	me	to	challenge	the	underpinnings	of	our	strategy	to	shift	 it	to	where	 ‐	
and	reposition	our	whole	strategy	with	a	fundraising	component	in	it	that	takes	us	to	another	
level.	
 Developing	the	internal	culture	of	fundraising	
I	think	I’ll	have	a	greater	appreciation	of	some	of	the	challenges	that	are	facing	
[the	Fundraising]	team.	I’ll	be	interested	to	see	how	the	communication	with	my	
board	shifts	and	changes	as	a	result	of	the	study	tour.			
Ultimately,	the	hope	of	many	participants,	and	indeed	the	purpose	of	the	study	tour	is	that	these	
learnings	would	translate	into	organisational	change.	
I	believe	that	if	I	can	come	back	and	work	with	the	board	and	work	with	my	GM	
Innovation	that	will	potentially	change	the	way	we’re	seen	from	a	philanthropist	
point	of	view.	
I	also	think	we	operate	at	our	end	of	things	in	a	sort	of	scarcity	culture	and	it’s	
quite	 good	 to	 force	 yourself	 in	 a	way	 to	 enter	 a	more	 collegiate	 space	where	
you’re	 sharing	rather	 than	 in	competition	 for	your	own	 survival.	 	 I	 think	 for	a	
decade	and	a	half	 in	our	end	of	the	world	there’s	been	a	 lot	of	undercutting	of	
the	real	costs	of	delivering	in	the	end	what	are	vital	projects	to	a	difficult	part	of	
the	community	‐	that’s	been	a	cost	saving	thing	at	a	government	level	and	that’s	
made	 it	difficult.	 	 It’s	quite	good	 to	 come	 to	a	 conference	or	a	 study	 tour	and	
force	 yourself	 to	 share	what	 you	 know	 and	work	 against	 the	 kind	 of	 scarcity	
culture.	
Study Tour 
Experience 
In	terms	of	the	actual	study	tour,	participants	attended	the	AFP	Conference	and	undertook	four	
site	visits	to	other	nonprofit	organisations.	Quite	a	number	of	participants	added	on	other	
personally	tailored	components	to	the	trip	whist	they	were	in	the	US	in	order	to	maximise	their	
learning	opportunities	in	areas	specific	to	their	cause.	
At	the	conference,	participants	attended	a	variety	of	different	sessions,	according	to	their	own	
interests	and	learning	needs	and	to	enable	good	topic	coverage	across	the	group.	
The	knowledge	gained	from	this	learning	experience	has	been	roughly	grouped	together	
according	to	key	information	areas	that	stood	out	for	participants:	donor	stewardship	and	
engagement;	technology	(including	databases	and	Web	2.0/social	media);	organisational	
elements	and	specific	fundraising	mechanisms.	Intermediaries	were	also	raised	by	some	
participants	as	a	learning	area.			
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Brief summary of the content knowledge gained from the study tour 
The	following	are	the	top	of	mind	learning	areas	and	points	for	participants	while	undertaking	
the	study	tour.	
Donor stewardship 
Participants	noted	the	following	as	key	topics:	
 Knowing	your	donors	(background,	history	and	connection	to	the	organisation)	
 Personalised	touch	(tailor	made	proposals	and	personalised	thank	yous)	
 Middle	level	donors	
 Gen	Y	
 Women	donors	
 Top	20	major	gift	group	
 Relationships	
 Trust	and	authenticity	
 “Moves”	management	
Technology 
The	following	areas	were	of	most	interest	to	participants	as	new	learning	areas:	
 Social	media	platforms	and	policies	
 Database	/	data	management	
 Crowdsourcing	
 Web	demographics	
 Peak	times	
 Attributing	income	
 How	many	clicks	to	donate	
 Apps	
Organisational elements 
Areas	exciting	most	discussion	were:	
 Engaging	the	Board	
 Establishing	fundraising	targets,	plans	and	policies	
 Cost	benefit	analysis	
 Organisational	culture	
 Development	Committees	
 Fundraising	team	roles	and	responsibilities	
 Fundraising	staff	turnover	
 Media,	communications,	impact,	story‐telling	
	
Specific fundraising mechanisms 
Core	interest	was	in:	
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 Major	Gifts	
 Bequests	
 Events	
 Sponsorship	
 The	Ask	(script,	responses,	and	rehearsal)	
 Giving	circles	
 Corporate	social	responsibility	
Intermediaries 
 Financial	advisors	
Conceptualisation 
For	some,	the	study	tour	and	group	proved	quite	serendipitous	timing‐wise,	aligning	with	some	
synergistic	thinking	in	the	organisation.		
I’ve	had	a	really	good	chat	with	[staff	member]	who’s	my	development	director	
here.	 I	 sent	 her	 an	 email	 actually	while	 I	was	 away	with	my	 initial	 thoughts	
about	the	conference	and	what	I	thought	we	might	do	coming	out	of	it.	And	she	
replied	with	a	really	great	email.	She	had	some	similar	thoughts	and	there	was	a	
lot	of	affinity	between	our	two	sets	of	ideas	so	that	was	really	encouraging	and	
we’re	in	the	process	of	working	up	the	fundraising	plan	that	will	go	to	the	board	
in	June	with	the	budget	for	next	financial	year.		
…it	was	almost	the	perfect	storm	of	having	the	time	away	with	this	group	and	
then	some	time	to	share	what	I’d	learned	with	this	group	with	my	team,	and	to	
talk	 to	 them	 around	 the	 things	 that	 had	 really	 been	 relevant	 for	me	 in	 San	
Antonio.		A	lot	of	that	was	around	social	media	and	digital	aspects	of	fundraising	
and	looking	at	innovation	there	as	well	as	the	major	donor	space.	
	
Some	participants	reported	a	shift	in	their	mind	set	and	that	of	their	colleagues	after	the	study	
tour	as	they	began	to	reconceptualise	what	was	possible	from	a	fundraising	perspective.	
I	think	for	me,	generally	what’s	been	very	beneficial	is	just	the	renewed	sense	of	
enthusiasm	and	 input	 like	other	people	have	said.	But	 it’s	even	more	than	that.	
I’ve	actually	had	a	shift	 in	my	mindset	about	 fundraising	and	what’s	possible.	I	
really	do	feel	that	there	are	many	more	possibilities	in	my	mind	than	what	I	had	
before	I	went	to	the	US	and	yeah,	for	whatever	reason,	I’m	just	starting	to	think	
differently	about	how	we	can	raise	money	and	I’m	a	lot	more	optimistic,	not	that	
I	was	pessimistic	before	but	there	are	a	lot	more	opportunities	to	do	this.		
 
Experimentation 
After	the	study	tour,	participants	began	to	implement	what	they	had	learnt	and	experiment	with	
new	ideas	and	approaches.	
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Following	 the	 study	 tour	 I	was	able	 to	 encourage	all	 the	 staff	 to	 come	on	 the	
journey.	We	 only	 have	 a	 small	 team	 in	 fundraising	 but	 the	 entire	 staff	 have	
become	involved.	
	
Several	participants	described	the	experience	as	energising	and	a	catalyst	for	organisational	
change.	
So	 the	 whole	 trip	 overseas	 sort	 of	 timed	 itself	 perfectly	 for	 me.	 Since	 I’ve	
returned,	I‘ve	gone	head	on	straight	into	the	board	with	energizing	the	strategic	
discussions	we	have	 scheduled	…	of	which	 fundraising	 is	a	part	and	 then	very	
specifically,	 determining	 some	 fundraising	 goals	 and	 strategies	 within	 the	
overall	strategy	which	the	board	can	sign	off	on.		
In	some	cases,	the	study	tour	prompted	specific	decisions	and	actions	as	a	result	of	the	
learnings.	
We	made	a	decision	…when	 I	came	back	 from	San	Antonio	 to	shift	our	middle	
donors	into	the	remit	of	our	major	gift	people	so	they	could	look	at	how	we	can	
transition	them	from	a	middle	donor	to	a	major	giver.	
Community of Practice 
In	addition	to	the	study	tour,	participants	saw	the	value	in	staying	connected	with	the	group	of	
participating	peers,	forming	somewhat	of	a	Community	of	Practice.		Hence,	in	the	months	
following	the	study	tour,	participants	initiated	a	regular	teleconference	process	(unplanned	
originally)	where	they	could	continue	to	reflect	with	the	group	on	what	they	had	learnt	and	
conceptualise	how	they	can	keep	implementing	the	learning.	
I’d	like	to	keep	the	contact	going	with	the	group	because	I	think	it	keeps	people	
and	me	intellectually	honest.		
The	group	interacted	via	teleconference	every	four‐eight	weeks,	with	individual	side	meetings	
and	subgroups	as	needed.	They	shared	files,	tools,	ideas	and	contacts	using	technology	such	as	
Dropbox,	Linked‐In	Groups	and	doodle	polls.	
I’ll	be	really	happy	to	share	the	outcomes	of	this	when	we	get	together.		
The	group	was	used	as	a	sounding	board	to	compare	progress,	benchmark	organisations	and	
assess	the	current	state	of	affairs	within	the	sector.	
I	was	just	wondering	from	the	rest	of	the	group	has	anyone	else	done	it	because	I	
tried	to	get	it	over	the	line	but	couldn’t	get	it	past	my	President,	but	I’m	going	to	
keep	going.	
Participants	used	the	group	when	seeking	advice	and	recommendations	on	particular	topics,	or	
a	potential	course	of	action.	
It	would	be	good	to	have	some	advice	from	someone	who	has	experience	in	that	
kind	of	direct	marketing	area…	if	you	have	any	tips	on	where	to	find	that	sort	of	
resource.	
9	|	P a g e 	
	
Participants	would	often	throw	out	probing	questions	to	the	group	to	encourage	people	to	think	
through	their	ideas	in	more	depth	or	offer	suggestions	of	how	to	progress.	
Have	you	identified	any	other	organisation	here	in	Australia	or	overseas	that	is	
kind	of	the	model	that	you’re	aspiring	to?	
Would	 you	 have	 done	 anything	 differently	 if	 you	 had	 your	 time	 again	
[Participant	Name]?	
That	[amount	of	money],	was	that	above,	below	or	at	your	expectation?		How	do	
you	feel	about	it?	
The	group	was	also	a	good	source	of	moral	support	and	encouragement	for	participants.	
Good,	that’s	empowering.	
…very	brave!		
It’s	always	in	my	head	too…	I	always	struggle	with	that.		
Critical success factors 
Critical	success	factors	refer	to	both	the	study	tour	and	subsequent	group,	as	the	two	are	closely	
interrelated,	with	the	trust	built	through	the	shared	experience	of	the	study	tour	strongly	
informing	the	collegial	attitudes	in	the	group,	and	strong	positive	group	dynamics	adding	to	the	
value	of	the	study	tour.	
As	mentioned,	the	opportunity	to	get	away	from	the	day‐to‐day	business	of	running	an	
organisation	was	crucial.	
The	removal	of	the	group	to	another	time	zone	was	certainly	a	key	part	of	the	
way	we	managed	 to	 focus	 on	 the	 purpose	 of	 the	 study	 tour	 and	 to	 give	 us	 a	
common	 sense	 of	 exploration	 and	 excitement	 (and	 jetlag!)	 to	 drive	 the	
collaboration.	
Most	participants	placed	high	value	on	the	informal,	social	time	spent	together,	including	food,	
partners	and	debriefing.	
Spending	so	much	time	together,	the	debrief	at	the	end	of	the	days	on	the	study	
tour	and	I	think	the	group	itself.		
Spending	 informal	time	together	as	well	as	candidly	sharing	battle	stories	and	
organisational	challenges!		
This	was	my	favourite	part	of	the	study	tour,	especially	the	debrief	at	the	end	of	
the	day	when	we	shared	what	we	learned.	It	was	an	incredible	conference	to	see	
and	be	part	of	and	really	 let	me	understand	how	different	 fundraising	 is	 in	the	
US.	
Additionally,	the	diversity	of	organisations	seemed	to	contribute	towards	trust	building,	with	no	
one	in	direct	competition	to	others.	
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The	diversity	in	the	group	fostered	a	team.		The	organisations	represented	didn’t	
conflict,	they	were	of	different	sizes	and	maturities.			
The	commitment,	openness	and	willingness	of	individuals	to	participate	in	a	group	learning	
experience,	also	contributed	to	the	positive	outcomes	
Commitment	from	the	group,	regular	teleconferences	and	informal	get	togethers	
as	we	travel	to	each	other's	cities.	
Participants	highlighted	group	facilitation	as	an	important	factor	in	creating	what	was	viewed	as	
a	safe,	collaborative	learning	environment.	
The	 environment	was	a	 great	place	 to	begin	 to	build	 the	 trust.	Everyone	was	
willing	 to	openly	share	 their	 journeys	some	personally	and	as	organisations.	 	 I	
think	 it	 was	 respectful	 and	 [the	 facilitator]	 created	 a	 safe	 place	 to	 share	
experiences	and	she	was	also	able	to	impart	her	knowledge	along	the	way.	…All	
in	all	I	think	it	was	great	learning	environment.	
Similarly,	having	someone	from	the	funding	body	as	a	member	of	the	group	brings	a	different	
perspective,	unique	knowledge	base	and	different	networks.		
Cat,	do	you	know	anyone	who	has	a	really	good,	like	policies	around	this	sort	of	
area?	
What's	the	appetite	for	funders?	Cat,	on	your	side	for	helping	organisations	like	
[organisation]	to	take	themselves	to	the	next	stage?	
	
Short term outcomes  
2014 progress against goals 
All	organisations	reported	progress	against	goals	but	these	was	not	necessarily	a	linear	process	
with	some	steps	forward,	some	steps	backward	and	a	few	steps	sideways.	And	of	course	some	
organisations	progressed	at	a	faster	speed	than	others,	in	part	because	of	the	nature	and	scope	
of	the	goals	and	organisation	and	in	particular	willingness	of	the	board	to	engage	with	the	
process.	
A	fundraising	plan	has	been	developed	and	while	implementation	is	slow	it	will	
follow	the	new	brand	story	and	case	for	giving.	
Change Management 
Participants	highlighted	becoming	a	fundraising	organisation	or	improving	fundraising	is	
essentially	a	change	management	process.	
Given	the	ultimate	governance	and	leadership	role	of	the	board,	they	were	identified	as	critical	
to	the	change	management	process.	
There	have	been	a	number	of	operational	things	that	we’ve	put	in	place,	and	I’m	
finding	 that	 internally	 the	 team	 are	 really	 quite	 engaged	 and	 excited	 to	 be	
thinking	about	a	whole	range	of	different	opportunities,	but	I	presented	it	to	the	
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board	as	part	of	a	larger	strategy	and	I	had	a	huge	amount	of	push	back	because	
the	board	are	really	not	seeing	us	as	fundraisers….	So	there’s	a	fair	bit	of	work	to	
get	them	to	think	differently	…	the	way	we’ve	done	it	before	isn’t	going	to	sustain	
us	in	the	future.	
I	am	struggling	a	bit	at	a	board	 level	for	them	to	think	differently	and	perhaps	
it’s	just	that	they’re	always	three	months	behind...	it	might	just	be	that	I	need	to	
allow	a	 lot	more	time,	and	frame	things	differently,	for	them	to	be	comfortable	
with	what	they	might	perceive	as	risky	or	innovative.	
As	well	as	the	board,	it	proved	crucial	to	have	staff	aligned	with	the	strategic	vision	of	the	
organisation,	and	for	some	this	meant	recruiting	specialised	fundraising	staff,	to	help	implement	
the	new	strategies.	However,	many	organisations	found	it	difficult	to	recruit	the	right	staff	for	
this.	
In	addition	to	managing	the	board,	HR	proved	to	be	a	significant	area	to	address	
for	goals	to	move	forward.	
Not	surprisingly,	communication,	marketing	and	rebranding	activities	were	a	significant	focus	
area	for	many	participants’	organisations,	due	to	the	degree	of	overlap	with	fundraising	–	in	
terms	of	telling	the	organisation’s	story.	
Previously	I	had	the	mindset	of	‘do	the	work	and	people	will	follow’.	This	isn’t	the	
case.	 	We	 need	 to	 tell	 our	 story	 and	 then	 keep	 telling	 our	 story.	 …We	 have	
created	fundraising	campaigns	on	our	website.	We	need	to	do	more	work	in	this	
area.		We	are	exploring	the	idea	of	creating	a	membership	…	
	
Organisational Culture 
Such	changes	have	significant	implications	for	the	internal	culture	of	the	organisations.		
There	is	a	culture	shift	in	the	organisation,	with	experiments	and	new	positions	
and	resources	being	given	to	see	what	approach	is	possible	and	useful	to	us.	
Internal	cultural	changes	were	not	necessarily	immediate,	but	many	reported	shifts	in	the	
medium	term	after	the	study	tour.	
I	know	last	time	we	hooked	up	I	was	possibly	was	in	the	depths	of	despair	with	my	
board	but	I	have	since	had	probably	one	of	the	best	board	meetings	in	my	…	years	
with	 [organisation],	 and	 so	 at	 the	 last	 board	meeting	 presented	 yet	 again	my	
strategy	and	tried	to	address	some	of	the	concerns	that	they’d	had	at	the	previous	
board	 meeting	 and	 had	 a	 really	 amazing	 level	 of	 engagement	 and	 positive	
support.		
	
There	were	also	a	number	of	challenges,	post	study	tour	with	implementing	new	ideas	and	
achieving	goals,	including	some	internal	resistance.	
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I’ve	sent	some	of	my	ideas	and	thoughts	through	to	various	team	members	at	[the	
organisation]	via	email,	and	some	of	them	already,	a	few	people	said,	nice	idea	but	why?	So	
already	even	though	I	haven’t	met	with	my	team	face‐to‐face,	there’s	a	bit	of	push	back	
about	why	change	and	why	do	some	of	the	thoughts,	so	on	
 
Face‐to‐face reflection workshop to discuss interim progress 
Some	15	months	after	the	initial	study	tour,	participants	were	very	keen	to	meet	face‐to‐face	
again	for	a	weekend	reflection	workshop	to	update	and	check‐in	with	one	another	on	their	
personal	and	organisational	progress,	discuss	their	experiences	and	reflect	on	the	broader	
implications	of	these	for	the	sector.		Nearly	all	participants	were	able	to	join	in	this	activity.	
Organisational Change 
When	reflecting	back	on	their	original	goals,	many	participants	either	could	not	remember	them	
or	had	made	mixed	progress	towards	them,	leading	to	the	realisation	that	organisational	change	
can	be	a	long,	fluid,	distracted	and	at	times	difficult	path.	
Part	of	the	reason	it	took	a	long	time	was	because	we	had	a	whole	lot	of	other	
stuff	going	on.		
Critically,	it	was	observed	that	successful	change	processes	require	commitment,	both	in	terms	
of	time	and	an	investment	in	resources.		
We	actually	took	money	out	of	reserves	to	do	that.	It	wasn't	something	that	we	
had	floating	around.	That’	yeah	we	will	commit	to	this	[fundraising	investment]	
because	we've	got	to	do	it’.		
Participants	reflected	that	often,	starting	new	initiatives	may	require	putting	other	activities	on	
hold	or	ceasing	them	altogether.	This	requires	a	process	of	prioritisation	and	making	difficult	
decisions.	Some	participants	highlighted	the	importance	of	getting	the	basics	right	first,	in	order	
for	new	initiatives	to	be	successful.	
So	we've	prioritised	that	fundraising	component,	but	probably	what	I	haven't	
done	is	prioritised	all	of	the	elements	around	the	systems	to	underpin	it.	I'm	
trying	to	do	all	of	it.	
…fundraising	doesn't	happen	if	you	don't	have	strong	leadership,	good	
governance,	good	systems,	good	strategy,	good	programs	and	I	would	never	
have	grown	the	organisation	without	that	in	place.	
Focus	was	needed	on	the	quality	of	the	mission	delivery,	board	and	other	factors	as	the	prelude	
to	strengthening	fundraising	outcomes.	
…for	me	it's	not	so	much	about	fundraising,	I	think	the	success	of	your	
organisation	in	fundraising,	whilst	it	is	about	fundraising,	the	success	of	your	
organisation	in	fundraising	is	a	lot	to	do	with	the	health	of	the	organisation	and	
how	you're	leading	it	and	a	whole	lot	of	other	factors,	not	just	your	fundraising	
strategy.	
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Nonetheless,	despite	a	few	false	starts,	and	still	a	long	way	to	go,	after	15	months	many	
participants	felt	they	were	starting	to	get	traction	when	they	reconsidered	their	original	goals.		
It's	a	long	way	from	where	we	were,	so	that's	exciting,	so	we've	ticked	things	off,	
but	we	haven't	actually	done	a	lot	of	fundraising	new	initiatives,	I	guess,	at	the	
[organisation]	but	they're	the	future	steps.	
…we're	starting	to	get	a	lot	more	traction	now.		
The	first	year	it	was	in	there	I	had	a	huge	push	back	from	the	board,	and	yet	now	
it's	just	‐	they're	seeing	the	benefit	of	the	storytelling	and	the	comms	that	we're	
dispersing.	
I	feel	like	we're	at	the	top	of	the	hill	now	and	we	can	start	to	fly.	
	
Importantly,	this	suggests	that	expectations	may	need	to	be	carefully	managed	for	organisations	
wishing	to	undergo	change	in	fundraising	profile.	As	the	saying	goes,	it	won’t	happen	overnight.	
Furthermore,	it	requires	a	certain	level	of	energy	and	resilience	to	maintain	the	momentum	
over	such	a	duration,	which	is	not	always	easy,	as	one	participant	highlighted,	especially	when	
other	external	factors	come	in	to	play.	After	all,	it	is	not	as	though	organisations	can	insulate	
themselves	whilst	they	undergo	a	change	process.	
It's	about	maintaining	the	energy	because	the	team	would	get	tired	and	just	look	
at	me.	So	I've	said	to	them,	this	is	it,	we're	not	doing	any	more	change,	this	is	a	
year	of	consolidating,	implementing,	putting	it	in	place.	So	I	think	I	had	keep	
that	level	of	energy	through	that	period,	so	I	am	actually	quite	tired,	to	be	
honest.	
Over	the	course	of	the	project,	participants	reported	how	crucial	the	group’s	support	was	and	is,	
for	new	ideas,	renewed	energy	and	validation.	
…people	often	describe	a	CEO	role	as	a	very	lonely	position	because	there	isn't	
anyone	else	you	can	talk	to.	
From	a	personal	level,	I	just	find	this	group	of	people	fantastic	and	it's	safe	and	
we	have	some	problems	and	yes	it's	lonely	as	a	CEO,	so	apart	from	having	a	
board	or	a	coach,	it's	really	nice	to	actually	sit	down	with	others	who	are	in	
much	the	same	situation	and	be	able	to	share.		
For	me,	the	six	weekly	phone	hook	ups	were	pretty	critical…	I	actually	really,	
really	needed	it	to	check	in	and	hear	others	say	it's	okay	if	it's	not	going	to	plan.	
…	I	actually	credit	those	six	weekly	hook‐ups	with	a	personal	sort	of	peer	support	
network,	which	I	wasn't	getting	anywhere	else.	
 
In conclusion… 
This	research	hones	in	on	CEO	fundraising	knowledge	as	a	potential	trigger	in	creating	adequate	
rather	than	scarce	resources.		
14	|	P a g e 	
	
 
Our	study	takes	a	fresh	approach	to	solving	the	knowledge	gap	that	nonprofit	leaders	often	have	
in	fundraising	and	it	seeks	to	investigate	how	the	sector	can	chip	away	at	what	may	be	a	
growing	issue.	NPOs	are	in	an	environment	where	more	and	more	we	hear	of	organisations	that	
scramble	to	win	community	support	when	public	funding	evaporates	or	can’t	stretch	across	
need.		Valuable	community	services	stall	if	funding	cannot	be	amassed.		In	this	scenario	of	
organisations	vying	for	resources	it	is	critical	academically	and	practically	to	identify	the	trigger	
points	that	will	equip	charities	to	fundraise	more	effectively.			
Some	important	messages	that	might	inform	CEOs,	fundraisers,	policymakers	but	most	
particularly	boards	and	funders	are	evident	at	this	interim	report	stage	of	the	study.			
 Nonprofit	CEOs	need	time	out	and	away	if	change	is	to	occur.		The	time	to	be	away	from	
the	CEO’s	desk	and	focusing	fully	on	fundraising	was	highlighted	as	a	rarity	but	a	vital	
enabling	step	in	change.	
 Participants	highlighted	the	ongoing	and	unique	value	of	the	study	tour	group:	
 As	a	sounding	board	to	benchmark	progress	
 As	a	source	of	advice,	networks	and	recommendations	
 To	 provide	 insight	 into	 different	 approaches	 and	 ways	 to	 deal	 with	 particular	
circumstances	
 To	ask	probing	questions	and	encourage	people	to	think	their	ideas	through	in	more	
depth	
 As	a	source	of	encouragement	and	moral	support	
 As	a	source	of	intelligence	about	wider	nonprofit	sector	issues	and	opportunities	
The	holistic	and	immersive	nature	of	the	experience	built	trust	and	a	genuine	Community	of	
Practice	with	ongoing	value	to	the	CEOs	and	their	organisations.		A	bank	of	shared	resources,	
strategies,	networks	and	information	has	evolved	and	continues	to	grow.	
 Knowledge	is	needed	but	must	come	in	a	form	CEOs	trust	and	can	use.		In	this	study	
reported	learning	about	fundraising	mostly	from	others	–	peers,	role	models,	
fundraisers’	and	that	they	very	rarely	find	time	to	read	articles	on	the	topic.		Half	did	not	
refer	to	research	to	inform	fundraising	practice	in	their	organisations.		Boards	similarly	
were	described	as	not	accessing	fundraising	knowledge	in	a	formal	way.		This	study	tour	
met	the	CEOs’	needs	for	peer	learning.		It	worked.	
 CEOs	need	the	levers	to	make	change:	energy,	focus	and	a	mandate	to	bring	change	in	a	
phased	way	with	internal	backing	and	across	allied	areas	such	as	marketing	and	
communication.	
Participants	identified	five	main	success	factors	for	such	group	learning	initiatives	about	
fundraising:	
 Getting	away	from	the	day‐to‐day	business	of	running	the	organisation	
 Informal,	social	time	to	debrief	and	get	to	know	others	
 Diversity	of	organisations	whereby	no	one	was	in	direct	competition	to	others	
 Commitment,	openness	and	willingness	of	individuals	to	participate	
 Group	facilitation	
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The	final	report	to	be	compiled	in	the	first	half	of	2016	will	document	outcomes	of	the	two‐year	
journey	for	the	CEOs	and	organisations	and	will	deliver	further	learning	for	the	wider	sector.			
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Appendix 1: More about the participants and their 
organisations  
Size of organisations 
 Seven	of	the	organisations	had	less	than	four	FTE	fundraising/development	staff.	Three	
had	between	12	and	14	staff	while	the	remaining	two	organisations	had	more	than	40	
FTE	fundraising/development	staff.			
 Only	one	organisation	had	run	a	fundraising	function	for	less	than	a	year.	The	majority	
of	 the	 organisations	 have	 had	 a	 fundraising	 function	 between	 nine	 and	 17	 years	 and	
three	of	the	organisations	have	had	this	function	for	more	than	28	years.	
 Half	of	the	organisations	had	a	total	revenue	in	their	most	recent	reported	financial	year	
of	 less	 than	 $4	 million.	 Two	 organisations	 had	 an	 annual	 organisational	 revenue	
between	$4	and	$10	million.	The	two	largest	organisations	had	an	annual	organisational	
revenue	around	$75	million.	
 Fundraising	contributed	to	less	than	15%	of	total	revenue	for	three	of	the	organisations,	
and	 between	 30%	 and	 60%	 for	 six	 of	 the	 organisations.	 For	 three	 organisations,	
fundraising	contributed	more	than	70%	of	the	total	revenue	for	the	organisation	(two	of	
these	were	above	95%).	
	As	can	be	seen	from	Figure	2,	the	organisations	have	diverse	revenue	sources.	Six	organisations	
gained	more	than	30%	of	their	revenue	from	government	grants	or	corporate	sponsorships.	
Individual	donations	played	a	large	role	in	two	organisations.		Bequests	and	trusts	only	
provided	more	than	30%	of	the	total	revenue	in	one	organisation.	Similarly,	events	were	only	a	
major	source	of	income	for	one	organisation.		
	
	
Figure	1.	Box	and	whisker	plots1	showing	percentage	of	total	revenue	from	various	sources.	
																																																													
1	The	plots	represent	the	minimum,	25th	percentile,	median,	75th	percentile	and	maximum	to	indicate	the	
distribution	of	revenue	sources	across	the	twelve	organisations.		
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Experience of the CEOs 
Three	CEOs	chosen	to	participate	in	the	study	had	been	in	the	role	up	to	one	year	and	six	CEOs	
between	one	and	five	years.	The	remaining	three	had	been	CEO	for	more	than	five	years	(two	of	
which	had	been	in	the	role	for	more	than	a	decade).	In	terms	of	fundraising	expertise,	
participants	rated	their	personal	and	organisation’s	fundraising	expertise	on	a	five	point	scale	
(where	one	represents	low	and	five,	high).	The	mean	personal	fundraising	expertise	was	3.17	
(SD	=	1.19)	while	the	mean	organisation’s	fundraising	expertise	was	3.08	(SD	=	1.00).	This	
suggests	that	while	the	participants	did	not	believe	they	had	scant	fundraising	knowledge,	they	
did	believe	that	they	still	had	a	lot	to	learn.	While	the	means	were	quite	similar,	the	mode	(or	
most	frequent	response)	was	2	for	personal	expertise	and	4	for	the	organisation’s	expertise.		
Where they gain their fundraising information  
Most	participants	have	undergone	some	form	of	course	or	formal	training.	This	may	be	general	
seminars	regarding	fundraising	or	a	conference.		
I	also	did	do	a	grant	making	workshop	 through	Philanthropy	Australia	about	
three	years	ago.	
For	some	of	the	participants,	courses	related	but	not	specific	to	fundraising	had	been	
undertaken.	Half	the	participants	mentioned	that	articles	are	important	in	building	their	
fundraising	knowledge	but	noted	the	major	time	barrier	to	this	approach	for	knowledge.	
Then	 my	 other	 source	 of	 information	 is	 from	 various	 journals	 and	 reading	
materials	 ‐	 that	 is	 the	bit	 that	gets	challenged	when	you	get	busier	and	busier	
and	you	don’t	have	 the	 time	 to	actually	 read	 in‐depth	and	explore	 something.		
It’s	more	widely	than	your	immediate	circle.	
Other	sources	of	knowledge	included	other	charities,	networking,	peers	(both	within	and	
outside	the	organisation),	email	lists,	practitioners	or	professionals,	the	board	and	day‐to‐day	
experiences.		
Other	charities	probably	would	be	my	best	source	really	‐	looking	at	what	they’re	
doing,	going	to	some	of	their	functions,	things	like	that.	
In	terms	of	using	research	findings	to	guide	fundraising,	nearly	half	of	the	participants	revealed	
they	do	not	use	research	to	guide	their	practice.		
Probably	not	 formally	but	 if	 it	 comes	across	 [my	desk].	 	 I	 ‐	 like	 just	pep	 talks,	
things	like	that	I	read	but	I	haven’t	really	formally	gone	into	looking	at	that.	But	
I	definitely	need	to	I	think.	
One	organisation	uses	internal	data	analyses	on	their	programs	along	with	examining	research.	
Specifically,	the	JBWere	report,	the	Pareto	report,	the	London	Benchmarking	Group,	
Fundraising	Institute	Australia,	Pro	Bono,	and	the	Australian	Centre	for	Philanthropy	and	
Nonprofit	Studies	were	mentioned	as	places	that	provide	the	research	used	by	the	
organisations.		
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The	areas	identified	as	the	most	useful	involved	others.	This	input	may	be	from	role	models	or	
simply	talking	to	experts,	peers	and	other	people	within	the	organisation.	Email	lists	were	also	
mentioned	as	being	quite	useful.		
Working	with	people	who	have	been	fundraisers	–	they’re	the	people	I’ve	learnt	
the	most	from…	Practical	examples…have	been	the	best	thing.	
Nearly	all	of	the	participants	stated	that	the	board	had	not	accessed	particular	information	
about	fundraising	in	any	organised,	ongoing	way.	Only	two	organisations	said	that	this	had	
occurred;	one	was	CEO‐initiated	while	the	other	was	a	large	data	collection	procedure	to	
understand	brand	awareness	of	the	organisation.		
 
Barriers to accessing knowledge and growing the fundraising program 
Time	and	resources	were	by	far	the	most	common	barriers	to	growing	fundraising	reported.	As	
one	participant	noted	
I	 think	one	of	 the	challenges	 for	us	 is	 time	and	 it’s	both	 time	 for	 the	board	 to	
dedicate	and	actually	engage,	and	time	for	myself	and	the	senior	team.		We’re	at	
the	start	of	a	 fundraising	 journey	and	to	get	resources	shifted	we’re	then	tying	
into	the	business	plan,	research,	evaluation	and	then	time	to	pick	the	right	tools	
and	technology.	It	will	all	actually	be	more	efficient	time‐wise	in	the	long	run	but	
you	actually	have	to	invest	a	lot	of	staff	training,	so	whether	or	not	it’s	your	own	
time	or	purchasing	someone	else’s	time,	that	time	element	I	think	is	critical	and	
one	of	the	positives	of	being	away	for	a	week	[for	the	study	tour]	is	that	you’re	
actually	 in	a	couple	of	 time	zones	 ‐	you’ve	got	 lots	of	 scope	 to	do	a	bit	of	 that	
thinking.	
Three	organisations	mentioned	that	the	cause	itself	was	a	barrier	to	growing	their	program.	It	is	
“harder	to	sell	than	programs	for	kids	or	medical	research”.		
Part	of	it	is	the	cause	‐	the	(cause	area	–	medical	condition)	is	not	a	particularly	
sexy	one	so	we	need	to	be	very	clever	in	the	way	we	build	our	case	for	support.		
Despite	the	fact	it’s	not	very	sexy	it	affects	lots	of	people	so	when	we	do	put	out	
appeal	 type	asks,	we	get	very	good	 responses,	probably	better	 than	other	not‐
for‐profits	do.		So	I	think	the	cause	is	a	big	barrier.		
Finding	supporters	and	the	current	market	were	also	mentioned	by	more	than	one	organisation.	
There	were	several	areas	raised	that	were	unique	to	the	organisation.	These	included	an	aging	
membership,	the	culture	of	the	organisation,	brand	awareness,	lack	of	knowledge	and	the	
organisation	being	too	strong	in	one	area	of	fundraising	at	the	expense	of	other	areas.		
Participant’s prior experience 
To	any	group	process,	individuals	bring	a	range	of	personal	and	professional	experience	and	
expertise.		
In	this	case,	participants	had	gained	a	lot	of	their	fundraising	experience	through	some	formal	
training	and	short	courses	in	specific	aspects	of	fundraising,	the	occasional	conference,	
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nonprofit	fundraising	email	lists	and	benchmarking	reports,	but	mostly	informal	learning,	
through	peers,	knowledgeable	fundraisers	and	even	the	board.	
Then	 my	 other	 source	 of	 information	 is	 from	 various	 journals	 and	 reading	
materials	 ‐	 that	 is	 the	bit	 that	gets	challenged	when	you	get	busier	and	busier	
and	you	don’t	have	 the	 time	 to	actually	 read	 in‐depth	and	explore	 something.		
It’s	more	widely	than	your	immediate	circle.	
